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Main MessagesMain Messages
�� EPA’s return on investment is high!EPA’s return on investment is high! 

–– Over the past three years (2003Over the past three years (2003--2005) the NEPs have2005) the NEPs have 
leveraged approximately $50 million in base fundingleveraged approximately $50 million in base funding 
to generate nearly $515 million (10:1)to generate nearly $515 million (10:1)

�� These funds help protect and restore hundredsThese funds help protect and restore hundreds 
of thousands of acres of habitat and reduceof thousands of acres of habitat and reduce 
point and nonpoint sources of pollution.point and nonpoint sources of pollution.

�� The NEPs obtained these funds by buildingThe NEPs obtained these funds by building 
relationships with a diversity of private, local,relationships with a diversity of private, local, 
State, and Federal partners.State, and Federal partners. 
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Outline of PresentationOutline of Presentation
�� BackgroundBackground

�� What is “Leveraging?”What is “Leveraging?”

�� 2005 results2005 results 

�� Sources of NEP LeveragingSources of NEP Leveraging

�� Uses of NEP LeveragingUses of NEP Leveraging

�� DiscussionDiscussion
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What is “Leveraging?”What is “Leveraging?”

�� Resources obtained by the NEPs aboveResources obtained by the NEPs above 
and beyond their base funding providedand beyond their base funding provided 
by EPA.by EPA. 

�� Sources include public and private fundsSources include public and private funds 
and inand in--kind contributions.kind contributions. 
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How do the NEPs leverage?How do the NEPs leverage?

�� Develop finance plansDevelop finance plans

�� Form strategic alliancesForm strategic alliances

�� Demonstrate resultsDemonstrate results

�� Provide resources to initiate and developProvide resources to initiate and develop 
new funding sourcesnew funding sources
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How is Leveraging Measured?How is Leveraging Measured?

�� Categorized by role NEP playedCategorized by role NEP played

–– “Primary role” (28 reported)“Primary role” (28 reported) 

–– “Significant role” (24 reported)“Significant role” (24 reported)

–– “Support role” (16 reported)“Support role” (16 reported)

�� Program Activity Measure: “OverallProgram Activity Measure: “Overall 
combined ratio of leveraged resourcescombined ratio of leveraged resources 
(cash or in(cash or in--kind services) to Section 320kind services) to Section 320 
funds for all NEPs”funds for all NEPs”
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Total Leveraging: $639 millionTotal Leveraging: $639 million

2005 Results2005 Results
�� Using about $17Using about $17 

million in basemillion in base 
funding, the 28 NEPs:funding, the 28 NEPs:

–– Played a primary rolePlayed a primary role 
in generating nearlyin generating nearly 
$158 million (a 9.3:1$158 million (a 9.3:1 
leveraging ratio)leveraging ratio)

–– Played some role inPlayed some role in 
generating about $639generating about $639 
million (a 37:1million (a 37:1 
leveraging ratio)leveraging ratio)

Significant 
$193.1 M 

Primary 
$158.7 M 

Support 
$287.2 M 

Section 320 
$17.0 M 
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NEPsNEPs Increased Their Primary LeveragingIncreased Their Primary Leveraging 
Ratio since 2003Ratio since 2003

�� The median increased 1.6 from 2003 to 2004, but remainedThe median increased 1.6 from 2003 to 2004, but remained 
constant from 2004 to 2005.constant from 2004 to 2005.

�� NEPsNEPs in the middle part of the range moved to a higherin the middle part of the range moved to a higher 
primary ration after 2003.primary ration after 2003.
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Source of FundsSource of Funds -- OverallOverall

�� States provided about 75% of the primaryStates provided about 75% of the primary 
leveraged dollarsleveraged dollars

�� Local government was the next largestLocal government was the next largest 
source at about 10%source at about 10%

11%Federal 
9% 

4% 

State 
76% 



2005 Primary Leveraging Uses
2005 Primary Leveraging Uses
Total $159 million
Total $159 million

�� Land acquisition= 24%Land acquisition= 24% 

�� Restoration activities= 18%Restoration activities= 18%

�� Research and monitoring=12%
Research and monitoring=12%

�� $87 million was directed to these 3$87 million was directed to these 3 
program areas.program areas.

11 11
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Leveraging in Other ProgramsLeveraging in Other Programs
�� National Fish & Wildlife FoundationNational Fish & Wildlife Foundation

–– Average >2:1 leveraging ratioAverage >2:1 leveraging ratio

–– $226 million in federal funds leveraged >$470 million$226 million in federal funds leveraged >$470 million
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Leveraging in Other ProgramsLeveraging in Other Programs
�� Five Star Restoration ProgramFive Star Restoration Program

–– Average 5:1 leveraging ratio from project partnersAverage 5:1 leveraging ratio from project partners

�� EPA State Revolving Fund programs’ return onEPA State Revolving Fund programs’ return on 
federal investmentfederal investment 

–– Clean Water: 1.90:1.00 since program inceptionClean Water: 1.90:1.00 since program inception

–– Drinking Water: 1.65:1.00 since program inceptionDrinking Water: 1.65:1.00 since program inception



1414

DiscussionDiscussion

�� Steps to Improve LeveragingSteps to Improve Leveraging

–– OnOn--site Financial Planning Assistancesite Financial Planning Assistance

–– OnOn--line tools and databases (e.g., Plan2Fund)line tools and databases (e.g., Plan2Fund)

–– Work with fundersWork with funders
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FriendraisingFriendraising = The= The 
Recruitment ofRecruitment of 

Financial ContributorsFinancial Contributors

Gayle Marriner-Smith 

Peconic Estuary Program 

Ecovision, Inc. 
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FriendraisingFriendraising

�� The most effective way to build longThe most effective way to build long--termterm 
financial security for your organization orfinancial security for your organization or 
cause.cause.
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To Be An EffectiveTo Be An Effective 
FRIENDRAISER You Need:FRIENDRAISER You Need:

1) A Sound Mission & Plan1) A Sound Mission & Plan
��Make fundraising ANDMake fundraising AND friendraisingfriendraising aa 
part of your organization’s culturepart of your organization’s culture 
from Day Onefrom Day One
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2) A Strong Positive Identity2) A Strong Positive Identity

��Branding/PositioningBranding/Positioning 

��Build Your Identity Through PublicBuild Your Identity Through Public 
OutreachOutreach

��Good Actions = Good PressGood Actions = Good Press

��Good Partnerships = Good Word ofGood Partnerships = Good Word of 
Mouth = More People Wanting ToMouth = More People Wanting To 
PartnerPartner
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3) A Good Team3) A Good Team
��TeamTeam--playing Leaders who believe inplaying Leaders who believe in 
your Mission and are willing to Giveyour Mission and are willing to Give 
and to Askand to Ask

��3 W’s3 W’s

��Ripple EffectRipple Effect
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4) To Create a Diversified4) To Create a Diversified 
Fundraising StrategyFundraising Strategy
�� Take advantage of the experience, education,Take advantage of the experience, education, 

native ability and imagination of other mindsnative ability and imagination of other minds 

�� What advantages/benefits can you offerWhat advantages/benefits can you offer

�� Meet often & maintain harmonyMeet often & maintain harmony

�� Be clear what you are really afterBe clear what you are really after

�� Be clear about what’s been keeping you fromBe clear about what’s been keeping you from 
getting itgetting it

�� Create a Plan you will enjoy implementingCreate a Plan you will enjoy implementing

�� FollowFollow--up to make sure you’re following throughup to make sure you’re following through
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Funding Menu:Funding Menu:
�� The UniverseThe Universe –– Public/Selected PublicPublic/Selected Public

�� Earned IncomeEarned Income

�� EventsEvents

�� Annual CampaignsAnnual Campaigns

�� Support Group OrganizationsSupport Group Organizations

�� CorporationsCorporations

�� FoundationsFoundations

�� GovernmentGovernment

�� Capital & Special CampaignsCapital & Special Campaigns

�� Planned GivingPlanned Giving 

Don’t depend on only one income stream forDon’t depend on only one income stream for 
more than 25% of your budget.more than 25% of your budget.
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5) Do Diligent Research5) Do Diligent Research

�� Spend your time where the money isSpend your time where the money is-- LivingLiving
IndividualsIndividuals..

�� Individuals are the Centers of Influence in ourIndividuals are the Centers of Influence in our 
Communities & Fundraising efforts.Communities & Fundraising efforts.

Individuals 

75.6% 

Corporations 

4.8% 

Foundations 
11.6% 

Bequests 
8.0% 

Source: Giving USA FoundationTM — AAFRC Trust 
For Philanthropy/Giving USA 2005 
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6) Utilize the Six Degrees of6) Utilize the Six Degrees of 
Separation PrincipleSeparation Principle

People Give to People ~ It’s All about Relationships!People Give to People ~ It’s All about Relationships!

�� People give to make a differencePeople give to make a difference

�� People give with their hearts & mindsPeople give with their hearts & minds

�� People give to experience the joy of givingPeople give to experience the joy of giving

�� People give because the asker offers an opportunity to meet certPeople give because the asker offers an opportunity to meet certainain 
needsneeds

�� People give because of the relationship between the donor and thPeople give because of the relationship between the donor and thee 
organizationorganization

#1 Reason Why People Give:#1 Reason Why People Give:
People give because they arePeople give because they are 

ASKED!ASKED!
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7) Train for “The Ask”7) Train for “The Ask”

�� Identity ~ Yours & Your OrganizationIdentity ~ Yours & Your Organization

�� Homework/ResearchHomework/Research

�� Peak StatePeak State

–– Barrier BustingBarrier Busting

–– Role PlayingRole Playing

�� RapportRapport

–– Voice/Style ~ tone; tempo; volume; wordsVoice/Style ~ tone; tempo; volume; words

–– Physiology ~ state; posture; gestures; facial expressions; breatPhysiology ~ state; posture; gestures; facial expressions; breathing;hing; 
touch; eye contacttouch; eye contact 

�� What they really wantWhat they really want

�� Give them what they really want & get commitmentGive them what they really want & get commitment

Contributions made solely in response to a telephone call areContributions made solely in response to a telephone call are 
50% to 75% LESS than the amount given when face50% to 75% LESS than the amount given when face--toto--face.face.
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8) The Ask8) The Ask
�� Think positivelyThink positively

�� Telephone for an appointment/invitationTelephone for an appointment/invitation

�� The meetingThe meeting

–– Introductions ~ Getting to know youIntroductions ~ Getting to know you

–– The Campaign ~ Great Stories/LISTENThe Campaign ~ Great Stories/LISTEN

–– The Ask ~ Be specificThe Ask ~ Be specific

–– The Closing ~ Pledge CardThe Closing ~ Pledge Card

�� PostPost--visit Followvisit Follow--upup



9) Continue to Engage your
9) Continue to Engage your 
Partners & Donors
Partners & Donors

�	� Invite them to Orientations, Social Gatherings, SpecialInvite them to Orientations, Social Gatherings, Special 
EventsEvents

�	� Send Press ClippingsSend Press Clippings

�	� Ask them for adviceAsk them for advice

�	� Ask them to volunteerAsk them to volunteer

�	� Ask them to be on a board or committeeAsk them to be on a board or committee

�	� Invite them to do a lecture; to be on a panelInvite them to do a lecture; to be on a panel

�	� Call them regularly to provide updates/success stories
Call them regularly to provide updates/success stories

26 26
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Fundamentals of DevelopmentFundamentals of Development
�� People give to PeoplePeople give to People

�� Opportunity to make an investmentOpportunity to make an investment

�� A solid Strategic PlanA solid Strategic Plan

�� Clarity & strength of purposeClarity & strength of purpose

�� An onAn on--going processgoing process

�� Good information criticalGood information critical

�� Attention to detailAttention to detail

�� Strong followStrong follow--throughthrough

�� You can never say “You can never say “Thank~youThank~you” too often” too often
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The Secret to Wealth &The Secret to Wealth & 
HappinessHappiness

Be a Team Player because people will doBe a Team Player because people will do 
more for someone they care about thenmore for someone they care about then 

for themselves.for themselves.



The Magic Ingredients toThe Magic Ingredients to FriendraisingFriendraising/Fundraising:
/Fundraising:

Consistence, Time & Persistence
Consistence, Time & Persistence
““Nothing in the world can take the place ofNothing in the world can take the place of

persistence.persistence.

Talent will not; nothing is more common thanTalent will not; nothing is more common than
unsuccessful men with talent.unsuccessful men with talent.

Genius will not; unrewarded genius is almost aGenius will not; unrewarded genius is almost a
proverb.proverb.

Education will not; the world is full of educatedEducation will not; the world is full of educated 
derelicts.derelicts.

Persistence and determination alone are omnipotent.”Persistence and determination alone are omnipotent.”

--Calvin CoolidgeCalvin Coolidge 

29 29
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Partnership for the Delaware EstuaryPartnership for the Delaware Estuary
Creative Fundraising &Creative Fundraising & FriendraisingFriendraising

Community Involvement ConferenceCommunity Involvement Conference
Wednesday, June 28, 2006Wednesday, June 28, 2006

Milwaukee, WIMilwaukee, WI
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Partnership for the Delaware EstuaryPartnership for the Delaware Estuary
Creative Fundraising &Creative Fundraising & FriendraisingFriendraising

Community Involvement ConferenceCommunity Involvement Conference
Wednesday, June 28, 2006Wednesday, June 28, 2006

Milwaukee, WIMilwaukee, WI
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Our Mission:Our Mission:

To lead collaborative and creative effortsTo lead collaborative and creative efforts 
to protect and enhance the Delawareto protect and enhance the Delaware 
Estuary and its tributaries for current andEstuary and its tributaries for current and 
future generations.
future generations.
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Science and 
Restoration 

Development 
and Fundraising 

Communications 
and Marketing 

Programs: 
Education and 

Outreach 

Project 
Management 

Our Role:Our Role: To implement the CCMP by holistically link science,To implement the CCMP by holistically link science, 
planning, resource management and funding together for theplanning, resource management and funding together for the 

Estuary.Estuary.
“The Big Picture”“The Big Picture”
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Development and FundraisingDevelopment and Fundraising

Budget Growth Over Past Six YearsBudget Growth Over Past Six Years

2001* 2002* 2003* 2004*2001* 2002* 2003* 2004* 2005*2005* 20062006
Support &Support & 
Revenue $795,513 $955,975 $976,739 $1,08Revenue $795,513 $955,975 $976,739 $1,086,466 $1,559,047 $2,369,1726,466 $1,559,047 $2,369,172

Expenses $674,349 $874,138 $928,036 $1,009,Expenses $674,349 $874,138 $928,036 $1,009,732 $1,318,32 $2,312,292732 $1,318,32 $2,312,292

Net AssetsNet Assets 
(Year End) $198,003 $279,840 $328,543 $ 405(Year End) $198,003 $279,840 $328,543 $ 405,277 $ 645,998 $ ?,277 $ 645,998 $ ?

*Audited numbers*Audited numbers
BudgetedBudgeted
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Partnership’s Fundraising/Partnership’s Fundraising/FriendraisingFriendraising
Mantra:Mantra:

BE CREATIVE AND NOT AFRAIDBE CREATIVE AND NOT AFRAID 

The worst that can happen is thatThe worst that can happen is that 
someone says NO!someone says NO!

TO ASK FOR HELP…
TO ASK FOR HELP…
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Two Examples ofTwo Examples of 
Fundraising/Friendraising EffortsFundraising/Friendraising Efforts

1.1. Corporate Environmental Stewardship ProgramCorporate Environmental Stewardship Program 
(CESP)(CESP)

2.2. Experience the Estuary CelebrationExperience the Estuary Celebration
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CORPORATE ENVIRONMENTAL STEWARDSHIP PROGRAM 

land 
The program not 

only helps to improve the environmental health of the Estuary, but also 

participating sites. 

McNeil

habitat 

trees, shrubs and herbaceous plugs. 

CESP is designed to provide corporations across the region with the 
technical expertise to help them better manage and enhance their 
by using native species and restoring natural habitat.  

increases employee morale and reduces property maintenance at the 

Examples of recent projects: 

Mown lawn converted to 
native meadow 

 CSP - PA 

Native Plants 

Amtrak - DE 

30 acres of mown lawn 
converted to meadow 

Ferro - NJ 

Retention Pond planted with native 

Doylestown Hospital - PA 
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Goals of CESP Funding StrategyGoals of CESP Funding Strategy

1. Develop a mechanism to sustain a program that1. Develop a mechanism to sustain a program that 
had previously been totally supported by granthad previously been totally supported by grant 

2. Find a way to engage corporate partners on an2. Find a way to engage corporate partners on an 

3. Create a funding approach that could engage3. Create a funding approach that could engage
different sized companiesdifferent sized companies –– not one size fits all.not one size fits all.

funding.funding.

ongoing basis.ongoing basis.
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Promote your partners good work…Promote your partners good work…
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Provide some fun perks…Provide some fun perks…
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Employees at Agilent Technologies help mark storm drains in the City 
of Wilmington. These drains dump directly into a nearby creek. By 
marking them with “No Dumping” medallions they’ve helped reduce 

the amount of pollution that ends up in the water. 

Get some great results…Get some great results…
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corporate campus in Ft. Washington, PA. 
impressed with the project that they decided to educate 

areas in their parks. 

McNeil CSP has converted 24 acres of mown lawn on their 
They were so 

their local Township about the benefits of reducing mown 
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Education. Each plant works with their local Middle School to 

This year students chose to 
educate their community about non-point source pollution and 

Wheelabrator sponsors a yearly Symposium for Environment and 

develop a project that deals with addressing important 
environmental issues in their area.  

what the public can do to help. 
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BEFORE 
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AFTER 
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BEFORE 
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AFTER 
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Agilent Technologies 

DuPont 

U S Filter 

Mannington Mills 

McNeil CSP 

Wheelabrator 

Uniqema 

Cogentrix - Logan Generating Plant 

Philadelphia Water Department 

Waste Management 

New Jersey American Water 

Williams Transco Pipeline 

Visteon Automotive Systems 

ParticipantsParticipants

Coastal Oil/Sunoco 

Valero 

Delmarva Power 

Ferro 

Uniqema 

Noramco 

Blenheim Bayberry LLC 

Berkleigh Country Club 

Plymouth Meeting Mall 

Tornetta Realty 

Amtrak 
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Experience the EstuaryExperience the Estuary 
CelebrationCelebration 

Annual FundraiserAnnual Fundraiser
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Goals of Experience the Estuary CelebrationGoals of Experience the Estuary Celebration

1. Establish an annual event to raise unrestricted1. Establish an annual event to raise unrestricted 
funds for the organization.funds for the organization.

2. Use the event as a way to build our base of support2. Use the event as a way to build our base of support 
for other funding efforts like the annual appeal.for other funding efforts like the annual appeal.

3. Utilize the event as a way to promote the wonders3. Utilize the event as a way to promote the wonders 
of the Delaware Estuary and to raise generalof the Delaware Estuary and to raise general 
awareness of the resource.awareness of the resource.
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Steps for Success…Steps for Success…

1.1. Come up with a themeCome up with a theme
2.2. Find a Dinner Chair who is willing to workFind a Dinner Chair who is willing to work 

to sell sponsorshipsto sell sponsorships
3.3. Get as much as you can donated orGet as much as you can donated or 

discounted (artwork, printing, giveaways,discounted (artwork, printing, giveaways, 
beer & wine, music, silent auction items, etc.)beer & wine, music, silent auction items, etc.)
Make the event a party and fun so that guestsMake the event a party and fun so that guests 
will come back next yearwill come back next year
Come up with a clever gift for guests to takeCome up with a clever gift for guests to take 
home as a reminder of the eveninghome as a reminder of the evening
Capture as much information as you canCapture as much information as you can 
about your guests when they are at the eventabout your guests when they are at the event

4.
4.

5.
5.

6.
6.
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7th Annual Experience the Estuary 

Celebration - “Bounty of the Bay”


Over 250 guests attended, 150+ donated auction 

items, and we raised $35,220 (net)… 
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Creative Auction ItemsCreative Auction Items

••Lunches, dinners, canoe trips with andLunches, dinners, canoe trips with and 
donated by VIPSdonated by VIPS

••Vacation packagesVacation packages

••Sporting event ticketsSporting event tickets
••Environmental consulting servicesEnvironmental consulting services

••Liquor
Liquor

••Canoes and kayaks
Canoes and kayaks
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Develop creative elements for the event that can haveDevelop creative elements for the event that can have 
multiple uses…multiple uses…
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Feature local delicacies…Feature local delicacies…
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Give guests something to take home toGive guests something to take home to 
remember event…remember event…
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Take home tips….Take home tips….
When developing any fundraising program,When developing any fundraising program, 
always make sure that:always make sure that:

come back for more and to give more in thecome back for more and to give more in the 

••You ask everyone you know to help andYou ask everyone you know to help and
••Never take anything or anyone for grantedNever take anything or anyone for granted ––
thank everyone who contributes, volunteers, etc.thank everyone who contributes, volunteers, etc.

••Your target audience will have fun and want toYour target audience will have fun and want to 

future;future;



6060

Sustainable FundingSustainable Funding 
ToolsTools

Karen FliggerKaren Fligger

Oak Ridge Institute for ScienceOak Ridge Institute for Science 
and Education (ORISE)and Education (ORISE)



6161

OWOW Funding Web PageOWOW Funding Web Page
(http://(http://www.epa.gov/owow/funding.htmlwww.epa.gov/owow/funding.html))
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Databases of FundingDatabases of Funding 
OpportunitiesOpportunities

�� Grants.govGrants.gov

�� Catalog of Federal Funding for WatershedCatalog of Federal Funding for Watershed 
ProtectionProtection

–– http://http://www.epa.gov/watershedfundingwww.epa.gov/watershedfunding

�� Directory of Watershed ResourcesDirectory of Watershed Resources

–– http://efc.boisestate.edu/http://efc.boisestate.edu/
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Grants.govGrants.gov
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SearchSearch Grants.govGrants.gov
�� Basic SearchBasic Search

–– Keyword, Funding Opportunity Number, CFDA NumberKeyword, Funding Opportunity Number, CFDA Number

�� Browse by CategoryBrowse by Category

–– E.g. Environment, Natural Resources, Community Development,E.g. Environment, Natural Resources, Community Development, 
Education, Disaster Prevention & ReliefEducation, Disaster Prevention & Relief

�� Browse by AgencyBrowse by Agency

–– States of Texas & Minnesota, City of Orlando, District of ColumbStates of Texas & Minnesota, City of Orlando, District of Columbia,ia, 
Appalachian Regional CouncilAppalachian Regional Council

�� Advanced SearchAdvanced Search

–– DatesDates

–– CategoryCategory

–– InstrumentInstrument

–– EligibilityEligibility

–– AgencyAgency
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Search the Catalog of Federal FundingSearch the Catalog of Federal Funding 
for Watershed Protectionfor Watershed Protection
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Results from the Catalog of FederalResults from the Catalog of Federal 
Funding for Watershed ProtectionFunding for Watershed Protection
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Additional Information for Each
Additional Information for Each 
Program
Program

�	� Funding Program Name:Funding Program Name:
CommunityCommunity--based Restorationbased Restoration 
ProgramProgram

�	� Application DeadlineApplication Deadline
�	� When Funds are AvailableWhen Funds are Available
�	� Average annual number ofAverage annual number of

applicantsapplicants
�	� Typical percentage of applicantsTypical percentage of applicants

fundedfunded
�	� Is a matched amount required?Is a matched amount required?
�	� Match AmountMatch Amount
�	� Funding Level (FY 200, FYFunding Level (FY 200, FY

2005, FY 2006)2005, FY 2006)
�	� Typical lowest amount awardedTypical lowest amount awarded

�	� Typical highest amount awardedTypical highest amount awarded
�	� Typical median amount awardedTypical median amount awarded 
�	� Other details on fundingOther details on funding
�	� Primary Contact InformationPrimary Contact Information

(Address, Telephone, Email,(Address, Telephone, Email,
Internet)Internet)

�	� Secondary Contact InformationSecondary Contact Information
(Address, Telephone, Email,(Address, Telephone, Email,
Internet)Internet)

�	� Legislative AuthorityLegislative Authority
�	� Associated KeywordsAssociated Keywords 
�	� Eligible OrganizationsEligible Organizations 

�	� Eligibility ConstraintsEligibility Constraints

69 69
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Directory of Watershed ResourcesDirectory of Watershed Resources

Searches by following criteria: 
Sponsor 

Eligible Applicant 
Type of Assistance (grants, loans, 

technical assistance, etc). 
Match Requirement 

Topic Areas 
Location 

Searches for specific 
words in the program 
name and program 
description. 
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Results for Targeted Search:Results for Targeted Search:
NonNon--profit, Environmental Advocacy, and Nationwideprofit, Environmental Advocacy, and Nationwide
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Information for Each ProgramInformation for Each Program
�� Program NameProgram Name 

�� Program InformationProgram Information 
–– Sponsor(sSponsor(s) (fed, state, etc.):) (fed, state, etc.): 

–– Program Description / Purpose:Program Description / Purpose: 

–– Program Requirements /Program Requirements / 
Restrictions:Restrictions: 

–– Program Active:Program Active: 

–– Program Website:Program Website: 

–– Other Information:Other Information: 

�� Eligibility InformationEligibility Information 

–– EligibleEligible Applicant(sApplicant(s):): 

–– EligibleEligible State(sState(s):): 

–– Geographic Scope:Geographic Scope: 

–– Other Eligibility Requirements:Other Eligibility Requirements: 

�� Award InformationAward Information
–– Assistance Type:Assistance Type:

–– Award Amount:Award Amount: 

�� Application InformationApplication Information

–– Application Deadline:Application Deadline:

–– Application Review Time Length:Application Review Time Length: 

–– Application Available Online?Application Available Online?

–– Application Website:Application Website: 

–– Selection Priorities / Criteria:Selection Priorities / Criteria: 

�� Contact InformationContact Information 

�� Example of Funded ProjectsExample of Funded Projects 

�� Topic AreasTopic Areas 
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Sustainable Funding PlanningSustainable Funding Planning 
Tools and TrainingTools and Training 

�� WebcastsWebcasts

–– http://cluhttp://clu--in.org/in.org/

–– Plan2Fund: A Tool to Organize YourPlan2Fund: A Tool to Organize Your 
Watershed FundingWatershed Funding

–– Sustainable Financing for Watershed GroupsSustainable Financing for Watershed Groups
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ResourcesResources

�� For nonprofit organizations, state and localFor nonprofit organizations, state and local 
governments, andgovernments, and fundersfunders
–– Examples:Examples:

�� Environmental Finance Center (EFC) NetworkEnvironmental Finance Center (EFC) Network 

�� EPA's Grants Desk Top ResourceEPA's Grants Desk Top Resource

�� The Foundation Center (FC)The Foundation Center (FC) 

�� U.S. State and Local GatewayU.S. State and Local Gateway 

�� EnvironmentalEnvironmental GrantmakersGrantmakers AssociationAssociation 
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Questions?Questions?
�� Tim Jones (EPA)Tim Jones (EPA)

–– 202202--566566--1245 or1245 or jones.tim@epa.govjones.tim@epa.gov

�� GayleGayle MarrinerMarriner--Smith (Smith (PeconicPeconic Estuary Program)Estuary Program)

–– 631631--765765--1766 or1766 or gmgm--s@ecovision.coms@ecovision.com

�� Kathy Klein (Partnership for the Delaware Estuary)Kathy Klein (Partnership for the Delaware Estuary)

–– 302302--655655--4990 or4990 or kklein@delawareestuary.orgkklein@delawareestuary.org

�� Karen Fligger (ORISE)Karen Fligger (ORISE)

–– 202202--566566--1284 or1284 or fligger.karen@epa.govfligger.karen@epa.gov
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